
Build vs. Buy     

Isn’t a Decision — 


It’s a Strategic Discipline
A modern f ramework  for  evaluat ing ,  acqui r ing ,  and 

evolv ing sof tware capabi l i t ies  for  enterpr ise  growth .



Contents 
�� S t ra teg ic  F raming  –  I t ’ s  No t  B inar�

�� De f ine  the  R igh t  Capab i l i t i es  to  Bu�

�� Focus  on  Cross-Funct iona l  Eva luat io�

�� Techn ica l  R igor  –  Non-Negot iab le ’ �

�� Vendor  Eva luat ion  F ramewor�

�� P roo f  o f  Concept  (POC�

�� RO I  &  TCO Fo recas t in�

�� Imp lementat ion  &  Re-Eva luat io�

�� Ac t ion-ab i l i t y ,  Au thor i t y  &  Fo rward-Look ing  S t ra teg�

��� Nex t  S teps  

1 .


2 .


4 .


6 .


8 .


10 .


1 2 .


14 .


16 .

18 .



B u i l d  v s .  B u y  i s  a  

C a p a b i l i t y ,  N o t  a  C h o i c e . 

T h e  q u e s t i o n  i s n ’ t  “ W h i c h  

i s  c h e a p e r ? ” — i t ’ s   


“ W h a t  c r e a t e s  s u s t a i n a b l e  

s t r a t e g i c  a d v a n t a g e ? ”

A s k  y o u r s e l f �

� W i l l  t h i s  s y s t e m  h e l p  u s  

c o m p e t e  u n i q u e l y �

� A r e  w e  r e a d y  t o  c o n f o r m  t o  a  

v e n d o r ' s  r o a d m a p ?

Strategic Framing – It’s Not Binary
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Define the Right 
Capabilities to Buy
S e p a ra t e  Va l u e - C re a t i n g  
C a p a b i l i t i e s  f ro m  U t i l i t y  
Fu n c t i o n s



3 .

T o o l s  l i k e 
 W a r d l e y  M a p p i n g  h e l p  p o s i t i o n  c a p a b i l i t i e s  a l o n g  a  

s p e c t r u m  f r o m  n o v e l  t o 
 s t a n d a r d i z e d .
 

1 .  C o m m o d i t i e s  s h o u l d  b e  b o u g h t  a n d  i n t e g r a t e d  q u i c k l y . 



2 .  D i f f e r e n t i a t o r s  d e s e r v e  m o r e  i n v e s t m e n t  a n d  o w n e r s h i p . 



3 .  A  B o u n d e d  B u y  a p p r o a c h — b u y i n g  o n l y  s p e c i f i c  m o d u l e s  o r  

l a y e r s  c a n  a v o i d 
 v e n d o r  l o c k - i n  w h i l e  a c c e l e r a t i n g  d e l i v e r y .

D o n ’ t  s c o p e  s o l u t i o n s  t o o  b r o a d l y .  A  s i n g l e  p l a t f o r m  m a y  c o n t a i n  b o t h  

c o m m o d i t y  a n d  d i f f e r e n t i a t i n g  c o m p o n e n t s — t r e a t  t h e m  a c c o r d i n g l y .

Don’t just ask what to build or buy—
but why.



Focus on Cross-
Functional Evaluation
S m a r t  D e c i s i o n s  R e q u i re  
D i ve r s e  Pe r s p e c t i ve s



1 .  M u s t - h a v e  f e a t u r e s  o v e r  l a u n d r y  l i s t s 



2 .  T h e  r e a l  n e e d s  o f  u s e r s  a n d  

d e v e l o p e r s ,  n o t  w h a t  v e n d o r s  p r o m i s e 



3 .  D e v e l o p e r  e x p e r i e n c e ,  i n c l u d i n g  A P I s ,  

d o c u m e n t a t i o n ,  a n d  v e r s i o n  c o n t r o l

T h e  b e s t  s o f t w a r e  

e v a l u a t i o n s  h a p p e n  

w h e n  F i n a n c e ,  P r o d u c t ,  

E n g i n e e r i n g ,  I T ,  a n d 



C o m p l i a n c e  a r e  a l l  a t  

t h e  t a b l e .

“ A  s y s t e m  t h a t ’ s  g r e a t  f o r  u s e r s  b u t  a  n i g h t m a r e  f o r  e n g i n e e r s  w i l l  f a i l  

q u i e t l y — o v e r 
 t i m e . ”

What to prioritize:
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Technical Rigor – 
Non-Negotiables
Fu n c t i o n a l i t y  ≠  F i t n e s s



1 .  A v a i l a b i l i t y  a n d  u p t i m e  g u a r a n t e e s 



2 .  C o m p l i a n c e  w i t h  S O C 2 ,  I S O ,  P C I 



3 .  D i s a s t e r  r e c o v e r y ,  S S O ,  a n d  a u d i t  t r a i l s 



4 .  E a s e  o f  i n t e g r a t i o n  w i t h  y o u r  e x i s t i n g  i n f r a s t r u c t u r e l

“ A  s y s t e m  t h a t ’ s  g r e a t  f o r  u s e r s  b u t  a  n i g h t m a r e  f o r  e n g i n e e r s  

w i l l  f a i l  q u i e t l y — o v e r 
 t i m e . ”

Where to start 

with you checklist of non-functional requirements:
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Vendor Evaluation 
Framework
Yo u ' re  P i c k i n g  a  Pa r t n e r,  
N o t  J u s t  a  P ro d u c t



1 .  R o a d m a p  t r a j e c t o r y 



2 .  W i l l i n g n e s s  t o  t a k e  c u s t o m e r  i n p u t 



3 .  F i n a n c i a l  a n d  o p e r a t i o n a l  s t a b i l i t y 



4 .  S i z e  a n d  a d a p t a b i l i t y 



5 .  T e c h n i c a l  a n d  a r c h i t e c t u r a l  a l i g n m e n t 



6 .  S h a r e d  c u l t u r a l  v a l u e s 



7 .  T r a n s p a r e n c y  a n d  o p e n n e s s 



8 .  A c c e s s  t o  e n g i n e e r i n g  t a l e n t  o r  a d v i s o r s 



9 .  S L A - b a c k e d  s u p p o r t  q u a l i t y

P r o  t i p :  D o n ’ t  o v e r -

i n d e x  o n  a n a l y s t  

r e p o r t s .  E m e r g i n g  

p l a y e r s  m a y  b e  

m o r e  a l i g n e d  w i t h  

y o u r  p a c e  o f  

c h a n g e .

Nine dimensions to evaluate vendors:
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Proof of Concept (POC)
Va l i d a t e  B e f o re  Yo u  
C o m m i t



1 .  T e s t  A P I s ,  p e r f o r m a n c e ,  a n d  d e v e l o p e r  i n t e g r a t i o n 



2 .  V a l i d a t e  e d g e  c a s e s  a n d  f u t u r e  g r o w t h  s c e n a r i o s 



3 .  S u r f a c e  h i d d e n  c o s t s  o r  l i m i t a t i o n s  e a r l y 




T h i s  i s  y o u r  c h a n c e  t o  s e e  h o w  r e s p o n s i v e  t h e  v e n d o r  i s  w h e n  t h i n g s  

d o n ’ t  g o  a s 
 p l a n n e d .

POC  where theory meets reality.

Why use real business cases?
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ROI & TCO Forecasting
O w n  t h e  M o d e l ,  O w n  t h e  
O u t c o m e



1 .  L i c e n s i n g ,  i m p l e m e n t a t i o n ,  a n d  e n a b l e m e n t 



2 .  O p e r a t i o n a l  s u p p o r t ,  i n t e g r a t i o n s ,  a n d  u p g r a d e s 



3 .  F l e x i b i l i t y  a n d  e x i t  s t r a t e g i e s  i f  t h e  p r o d u c t  n o  l o n g e r  s e r v e s 




I n c l u d e  s t r a t e g i c  o b s o l e s c e n c e  i n  y o u r  f o r e c a s t i n g .  T e c h  l a n d s c a p e s  

c h a n g e 



f a s t — p l a n  a c c o r d i n g l y .

How to own the total cost model
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Implementation 
& Re-Evaluation
Implementation 
& Re-Evaluation
T h i n k  i n  L o o p s ,  N o t  L i n e s



E v e n  t h e  b e s t  s o l u t i o n s  d e g r a d e  o v e r  t i m e — b e c a u s e  n e e d s ,  t e a m s ,  

a n d  m a r k e t 
 p r e s s u r e s  c h a n g e . 




S c h e d u l e  p e r i o d i c  r e v i e w s  o f  e v e r y  m a j o r  v e n d o r  s o l u t i o n : 



1 .  A r e  w e  s t i l l  g e t t i n g  v a l u e ? 



2 .  H a s  t h e  m a r k e t  e v o l v e d ? 



3 .  C a n  w e  n o w  i n t e r n a l i z e  a  c a p a b i l i t y  t o  d r i v e  d i f f e r e n t i a t i o n ?

Treat Capability Fit as a Living


Question
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Actionability, 
Authority & Forward-
Looking Strategy
C a p a b i l i t y  ove r  D e c i s i o n  



Th i s  i sn ’ t  j us t  a  p rocurement  dec i s ion ,  i t ’ s  a  s t ra teg ic  capab i l i t y  

that  separates 
adapt i ve  en te rp r i ses  f rom the  res t .  O rgan i za t ions  

that  make  th i s  a  d i sc ip l ined , 
 recur r ing  p rac t ice  a re  be t te r  

equ ipped  to  ba lance  innovat ion  w i th  opera t iona l 
e f f i c iency .

Conclusion 

I n  u n c e r t a i n  m a r k e t s ,  f l e x i b i l i t y  i s  y o u r  s t r o n g e s t  a s s e t . 



I n  h i g h - c h a n g e  e n v i r o n m e n t s ,  c l a r i t y  i s  y o u r  a d v a n t a g e . 



I n  t e c h  s t r a t e g y ,  “ b u i l d  v s .  b u y ”  i s  b o t h .
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Further Reading & Contact

To explore how organizations are adapting their security 
frameworks for modern delivery, visit: 


www.eblocks.co.za/publications
 

For enterprise advisory and transformation support, 
contact our team at

solutions@eblocks.co.za

Next Steps

mailto:solutions@eblocks.co.za
https://www.eblocks.co.za/contact

